Previous studies have found that in American culture high-arousal positive states (HAP) such as excitement are valued more and low-arousal positive states (LAP) such as calm are valued less than they are in Chinese culture. What specific factors account for these differences? The authors predicted that when people and cultures aimed to influence others (i.e., assert personal needs and change others' behaviors to meet those needs), they would value HAP more and LAP less than when they aimed to adjust to others (i.e., suppress personal needs and change their own behaviors to meet others' needs). They test these predictions in 1 survey and 3 experimental studies. The findings suggest that within and across American and Chinese contexts, differences in ideal affect are due to specific interpersonal goals.
Although most people say that they want to feel good, people want to feel good in different ways. In a previous article (Tsai, Knutson, & Fung, 2006) , we presented affect valuation theory, which proposes that variation in "ideal affect" (the affective states that people value and would ideally like to feel) is largely due to cultural factors, or socially transmitted ideas and practices (Kroeber & Kluckhohn, 1952) . In support of affect valuation theory, we have observed that European American adults value high-arousal positive states (HAP; e.g., excitement, enthusiasm) more and lowarousal positive states (LAP; e.g., calm, peacefulness) less than do Hong Kong Chinese adults. Chinese Americans, who are oriented to both American and Chinese cultures, value HAP more than Hong Kong Chinese, but value LAP more than European Americans . We have found similar differences in ideal affect among European American, Asian American, and Taiwanese Chinese preschool children (Tsai, Louie, Chen, & Uchida, 2007) , suggesting that people learn to value specific affective states relatively early in life.
What aspects of Chinese and American culture lead one to endorse HAP states more and LAP states less than the other? In , we proposed that American and Chinese differences in ideal HAP and ideal LAP were related to differences in the emphasis the cultures place on influencing versus adjusting to others. Specifically, we predicted that when people are encouraged to influence other people (i.e., assert their personal needs and change others' behaviors to meet those needs), as they are in American culture, people value HAP more and LAP less than when they are encouraged to adjust to others (i.e., suppress their personal needs and change their own behavior to meet others' needs), as they are in many East Asian cultures (Markus & Kitayama, 2003; Morling & Evered, 2006; Morling, Kitayama, & Miyamoto, 2002; Weisz, Rothbaum, & Blackburn, 1984) . 1 In the present article, we report findings from four studies that more directly test this hypothesis. Before describing the studies, we elaborate on affect valuation theory, the theoretical framework motivating this research.
Affect Valuation Theory
Although a significant body of research has focused on actual affect (the affective states that people actually feel), relatively little 1 Some scholars use the terms primary control and secondary control to describe "influence" and "adjustment," respectively (e.g., Heckhausen & Schulz, 1995; Weisz et al., 1984) , whereas others use the terms dominance and submission (Wiggins, 1979) . We use the terms introduced by Morling et al. (2002) because they do not privilege one type of interpersonal goal or behavior over the other. research has focused on ideal affect. The first premise of affect valuation theory is that how people actually feel differs from how they ideally want to feel. Whereas actual affect is a response to an event, ideal affect is a goal that develops when people learn to prefer some affective states over others and begin to work to attain those states. In support of the distinction between actual and ideal affect, structural equation modeling revealed that models that distinguished between actual and ideal affect fit European American, Chinese American, and Hong Kong Chinese self-reports of actual and ideal affect better than did models that treated actual and ideal affect as a single construct .
In , we also observed that European American, Chinese American, and Hong Kong Chinese respondents alike reported wanting to feel more positive than negative. Thus, although there may be specific situations in which people want to feel more negative than positive (e.g., during a funeral), for most people, these situations are rare. Participants also reported wanting to feel more positive and less negative than they actually felt. Together, these findings suggest that whereas actual affect involves both positive and negative states, ideal affect primarily involves positive states.
The second premise of affect valuation theory is that culture shapes ideal affect. Culture shapes people's notions of what is good, moral, and virtuous (Shweder, 2003) ; thus, culture should also shape which affective states are desired. By engaging in cultural practices and being exposed to cultural products, people learn to value specific affective states over others. For instance, Tsai, Louie, et al. (2007) found that best-selling children's storybooks in the United States contained more excited (vs. calm) expressions, wider smiles, and more exciting (vs. calm) activities compared with best-selling storybooks in Taiwan. Moreover, in both American and Taiwanese contexts, short-term exposure to an exciting (vs. calm) storybook increased children's preferences for exciting activities and their perceptions of an excited smile as happy. Recently, we have found differences in the affective content of other widely distributed cultural and religious products such as women's magazines (Tsai & Wong, 2006) and best-selling self-help books (Tsai, Miao, & Seppala, 2007) , with American and Christian cultural products containing more exciting content and less calm content than Chinese and Buddhist cultural products, respectively. Collectively, these findings support the notion that cultural factors influence how people ideally want to feel.
Whether or not peoples' actual affect matches their ideal affect, however, may depend on a multitude of additional factors. For example, people may vary in their ability to regulate their actual affect. Furthermore, a large literature suggests that temperament (i.e., individual differences in emotional reactivity that are primarily due to common genetic factors) is a major source of variation in actual affect across various individualistic and collectivistic cultures (Costa & McCrae, 1980; David, Green, Martin, & Suls, 1997; Emmons & Diener, 1985; Gomez, Cooper, & Gomez, 2000; Gross, Sutton, & Ketelaar, 1998; Rusting & Larsen, 1997; Schimmack, Radhakrishnan, Oishi, Dzokoto, & Ahadi, 2002) . Thus, although cultural factors shape both actual and ideal affect, affect valuation theory predicts that cultural factors shape ideal affect more than actual affect. In support of these predictions, we observed that self-report measures of cultural values (i.e., Schwartz Values Survey; Schwartz, 1992) accounted for a greater percentage of variance in ideal affect than actual affect (for both HAP and LAP; .
Finally, drawing on control process theories (e.g., Carver & Scheier, 1982 , 1990 , the third premise of affect valuation theory is that people will try to reduce the discrepancy between their actual and ideal affect (i.e., will try to bring their actual affect closer to their ideal affect) by engaging in specific moodproducing behaviors (e.g., recreational activities, drug use) that are associated with their ideal affect. People who value HAP may be more likely to engage in physically rigorous activities and use stimulant drugs than those who value LAP. Thus, affect valuation theory provides an explanation for systematic differences in various mood-producing behaviors that are well-documented, but poorly understood (Floyd, 1998) . For instance, Americans are more likely to engage in extreme sports (e.g., in-line skating, skateboarding) and are more likely to abuse stimulant drugs (i.e., cocaine, amphetamines) than are their Chinese counterparts (Hong Kong Sports Institute, personal communication, August 8, 2005; Marquand, 2005; Sporting Goods Manufacturers Association, 2005 ; United Nations Office for Drug and Crime, 2006) . We propose that these behavioral differences reflect American and Chinese differences in the valuation of HAP and LAP states.
Cultural Differences in Influence and Adjustment Goals
An unanswered question, however, is why American contexts value HAP states more and LAP states less than Chinese contexts. The present article aims to answer this question. As mentioned above, we focus on influence and adjustment goals, which are considered specific facets of individualism and collectivism (Markus & Kityama, 2003) . Although people engage in both influence and adjustment behaviors on a regular basis, and both are required for smooth and satisfying social interactions (Horowitz et al., 2006; Leary, 1957; Tiedens & Fragale, 2003) , several studies have suggested that influence is more and adjustment is less salient and valued in American contexts than in East Asian contexts. For instance, when asked to recall times in their lives when they influenced or adjusted to others, American college students were better able to recall times when they influenced others than were Japanese college students, whereas Japanese college students were better able to recall times when they adjusted to others than were American college students (Morling et al., 2002) . On average, European Americans report influencing their circumstances more and adjusting to their circumstances less than their East Asian counterparts (e.g., Morris, 1956; Morris & Jones, 1955; Parsons & Schneider, 1974) .
We propose that differences in the relative emphasis placed on influence versus adjustment in individualistic and collectivistic contexts have important implications for the specific affective states that these contexts encourage their members to feel. Affective states are neurophysiological changes that are often experienced as feelings, moods, or emotions and that are organized in terms of at least two dimensions: (a) valence and (b) arousal (or activation) (e.g., Feldman Barrett & Russell, 1999; Larsen & Diener, 1992; Russell, 1991; Russell, Lewicka, & Nitt, 1989; Thayer, 1989; Watson & Tellegen, 1985; Yik & Russell, 2003) . Because different affective states are involved in successfully influencing or adjusting to others, we predicted that when people want to influence or adjust to others, they would-consciously or not-strive for and thus value the affective states associated with influence or adjustment. We discuss the specific affective states associated with influence and adjustment next.
Influence and HAP
Influencing others requires asserting the self and changing others. Individuals must first establish and demonstrate (e.g., by appearing confident, self-assured, in charge) that their needs and preferences are special and unique. Then individuals must try to change others' thoughts and behaviors so that they become consistent with individuals' personal needs and preferences. Both aspects of influencing others require some form of action (e.g., by expressing an opinion, explicitly asking someone to do something). For instance, Gifford and O'Conner (1987) observed that during an open-ended group conversation, individuals who were higher in influence were more active (i.e., more likely to speak, gesture, and initiate acts) than those who were lower in influence. Action involves increases in physiological arousal (Obrist, 1981; Schupp, Cuthbert, Bradley, Birbaumer, & Lang, 1997; Tomaka, Blascovich, Kelsey, & Leitten, 1993) ; therefore, influencing others should involve increases in physiological arousal. Indeed, Mehrabian and Russell (1974) observed that influence was positively associated with arousal, and Murray and Nakajima (1999) found that influencing others was negatively correlated with relaxing mentally and physically. Thus, because influencing others involves high-arousal states, we predict that when individuals aim to influence others (i.e., have influence goals), they should desire higharousal states. The degree to which individuals actually experience high-arousal states, however, may depend more on how much they actually engage in influence behaviors.
Adjustment and LAP
In contrast, adjusting to others involves suppressing the self and conforming to others. Individuals must first suppress their own thoughts and actions (e.g., by keeping their thoughts to themselves, not revealing their thoughts and preferences, waiting for others to act or speak first, allowing others to make plans or decisions for them) in order to let others express their needs and preferences (Moskowitz, 1994) . Only after assessing others' needs and preferences can individuals change their own behaviors to meet those needs and preferences. Suppressing the self involves suspended action, and suspended action involves decreases in physiological arousal (Obrist, 1981; Schupp et al., 1997; Tomaka et al., 1993) . Moreover, low-arousal states facilitate broadened attention to environmental stimuli (Libby, Lacey, & Lacey, 1973; Schupp et al., 1997) . Thus, we predict that when individuals aim to adjust to others (i.e., have adjustment goals), they should desire low-arousal states. The degree to which people actually experience LAP, however, may depend more on the extent to which they actually engage in adjustment behaviors.
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In sum, we predict that in American culture more value is placed on HAP and less on LAP than in Chinese (and other East Asian) cultures because American culture encourages people to influence their environments more and adjust to their environments less than Chinese (and other East Asian) cultures. Although a handful of studies have demonstrated cultural variation in desired states (Eid & Diener, 2001; Izard, 1971; Sommers, 1984) and have proposed that such differences are due to individualism and collectivism, none have directly tested these links, nor have they specified the mechanisms by which individualism and collectivism shape desired states. was the first study to administer self-report measures of actual affect, ideal affect, and individualism-collectivism and to empirically demonstrate links between ideal affect and individualism-collectivism. This study, however, did not directly measure interpersonal influence and adjustment goals. Furthermore, because the data were correlational, the causal direction of the associations remains unclear.
Overview of the Present Research
To address the limitations of previous work and further test our predictions, we conducted four studies on European American, Asian American, and Hong Kong Chinese samples, for whom differences in ideal affect have been well-documented . By including all three groups, we sampled a broad range of individuals with varying levels of orientation to American and East Asian cultures. All participants were undergraduates at top tier universities in the United States and Hong Kong and, therefore, were comparable in terms of levels of academic attainment, occupation, and stage of life. In Study 1, we used a self-report measure of interpersonal goals to examine whether cultural differences in ideal HAP and LAP were mediated by self-reported influence and adjustment goals, respectively, at the global level (i.e., on average). In Studies 2-4, we experimentally manipulated influence and adjustment goals to assess whether they produced differences in ideal HAP and ideal LAP across cultures at the situational level.
Study 1: Self-Reported Influence and Adjustment Goals and Ideal Affect
Hypotheses
We hypothesized the following: (a) European Americans would value HAP more and LAP less than Hong Kong Chinese, and Asian Americans would value HAP more than Hong Kong Chinese and LAP more than European Americans; (b) European Americans would endorse influence goals more and adjustment goals less than Hong Kong Chinese, and Asian Americans would endorse influence goals more than Hong Kong Chinese and adjustment goals more than European Americans; and (c) group differences in ideal HAP and ideal LAP would be mediated by influence and adjustment goals, respectively.
Method Participants
A sample of 225 European American (58.7% female, 41.3% male), 198 Asian American (69.7% female, 30.3% male), and 145 Hong Kong Chinese (51.7% female, 48.3% male) college students participated. Participants were recruited via e-mail distribution lists sent to dorms and student organizations, flyers posted on campus, and class announcements and were screened via phone or e-mail to ensure that they met study criteria. To meet normality and homogeneity of variance assumptions, we identified participants whose scores were outside the 95% confidence interval of their group mean as outliers (by SPSS, Version 11.0) and excluded them from analyses (McClelland, 2000) .
To participate in the study, European Americans were required to (a) have been born and raised in the United States, (b) have parents who were born and raised in the United States, and (c) be of Eastern, Western, or Northern European ancestry. Asian Americans were required to (a) have been born and raised in the United States or in an East Asian country (e.g., China, Hong Kong, Taiwan, Japan, Korea) and (b) have parents who were born and raised in an East Asian country. Hong Kong Chinese were required to (a) have been born and raised in Hong Kong or China and (b) have parents who were born and raised in Hong Kong or China.
There was a significant group difference in age, F(2, 559) ϭ 36.07, p Ͻ .001, with Hong Kong Chinese being slightly older than European Americans and Asian Americans (European Americans ϭ 19.57 years, SE ϭ 0.10; Asian Americans ϭ 19.25 years, SE ϭ 0.10; Hong Kong Chinese ϭ 20.54 years, SE ϭ 0.12; p Ͻ .001). European Americans were also older than Asian Americans ( p Ͻ .05). The results did not change when we covaried for age in our analyses, and therefore, we do not discuss this difference further. Based on university norms for subject payment, participants were paid US$15 or HK$120 as compensation for their study participation.
Procedure
Participants completed the measures (described below) either in class or at home. Questionnaires were presented with other instruments that were unrelated to the aims of the present study.
Instruments
For Hong Kong Chinese, all instruments were translated into Chinese by four bilingual Chinese-English speakers, using standard translation techniques (Brislin, 1970) .
Ideal and actual affect. To assess ideal affect, we had respondents complete the affect valuation index (AVI; , in which they were asked to "rate how much you would IDEALLY like to feel" each of 25 different affective states "on average," using a scale ranging from 1 ϭ never to 5 ϭ all of the time (see , for psychometric properties of AVI). To assess actual affect, we had respondents rate "how much you TYPI-CALLY feel each of the following items on average." Although the AVI sampled each octant of the affective circumplex (e.g., Feldman Barrett & Russell, 1999; Larsen & Diener, 1992; Watson & Tellegen, 1985) , we focused on actual and ideal HAP (excited, enthusiastic, elated) and actual and ideal LAP (calm, peaceful, relaxed). Internal consistency estimates (based on raw scores) are provided in Table 1 .
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Influence and adjustment goals. Participants completed the Circumplex Scale of Interpersonal Values (Locke, 2000) , which has been used to assess interpersonal goals in previous research (e.g., Locke, 2003; Ojanen, Gronroos, & Salmivalli, 2005) . Participants used a 5-point scale, ranging from 0 ϭ not at all to 4 ϭ extremely, to rate the importance of 64 different interpersonal goals. For influence goals, we first identified the items (out of the 64) that were related to influence on the basis of previous reports (Morling et al., 2002; Weisz et al., 1984) . We then conducted exploratory factor analyses on the raw scores of all 64 items to identify the items related to influence that loaded on the same factor. These four items comprised the influence aggregate and reflected both stages of the influence process described above: (a) asserting the self (i.e., "I appear confident," "I am unique") and (b) changing others (i.e., "I have an impact on them," "They listen to what I have to say"). We followed a similar procedure for adjustment goals. The adjustment aggregate was comprised of 5 items that reflect both stages of the adjustment process described above: (a) suppressing the self (i.e., "I keep my thoughts or feelings to Note. RMSEA Ͻ .10 indicates acceptable fit; RMSEA Ͻ .05 and GFI, IFI, and CFI Ͼ .90 indicate good fit. HAP ϭ high-arousal positive states; LAP ϭ low-arousal positive states; RMSEA ϭ root-mean-square error of approximation; GFI ϭ goodness-of-fit index; IFI ϭ incremental fit index; CFI ϭ comparative fit index.
myself," "I do not reveal what I am really like") and (b) conforming to others (i.e., "I go along with what they want," "I do what they want me to do," "they do not see me as getting in their way"). Internal consistency estimates (based on raw scores) are reported in Table 1 . Measurement equivalence and response styles. In crosscultural survey research, prior to conducting group comparisons, researchers must establish the cross-cultural equivalence of their measures and assess the degree to which participants' responses may be due to response styles (e.g., Fischer, 2004; van de Vijver & Leung, 1997) . The former was particularly important given the consistently lower internal consistency estimates for the Hong Kong Chinese. To ensure that the instruments used in the present study were structurally equivalent (and therefore comparable) across groups, we conducted means and covariance structure analysis (Cheung & Rensvold, 1999; Ployhart & Oswald, 2004) , an increasingly popular method for establishing construct comparability across cultures and for determining whether or not comparisons of group means are valid (e.g., Chirkov, Ryan, Kim, & Kaplan, 2003; Little et al., 2003) . Because these analyses use structural equation modeling, they have the added benefit of accounting for measurement error. These analyses revealed that for all of the instruments, factor loadings were equivalent, but intercepts were not. In other words, although the constructs showed structural equivalence, the means could not be compared across cultures. Table 1 displays fit indices for each construct.
When intercepts are not equivalent across cultures, the most likely explanation is cultural differences in response style (M. Cheung, personal communication, December 17, 2004; Cheung & Rensvold, 2000; Johnson, Kulesa, Cho, & Shavitt, 2005; Mullen, 1995; Smith, 2004) . To adjust for response style differences, we standardized the scores (see Fischer, 2004 , for an excellent review of the advantages and disadvantages of different standardization procedures used in cross-cultural psychology). Because we were primarily interested in group comparisons, we could not standardize within group; therefore, we standardized within individual (i.e., ipsatized). That is, for each individual, we calculated the overall mean and overall standard deviation of that individual's responses to all of the items within the same instrument (e.g., ideal affect measure), subtracted the overall mean from the individual's raw score for each item (e.g., ideal excitement), and then divided the difference by the overall standard deviation. We then calculated the mean of the ipsatized items for each affective aggregate (e.g., the mean of ipsatized ideal excitement, ipsatized ideal enthusiasm, and ipsatized ideal elation for ideal HAP). For Studies 1-3 of this article, we conducted analyses on both raw and ipsatized scores. Because the findings were similar, to conserve space, we report analyses of ipsatized scores only; analyses of raw scores are available upon request.
Results and Data Analysis
In the analyses described below, group (European American, Asian American, and Hong Kong Chinese) was treated as a between-subjects factor; affect type (HAP, LAP) and goal type (influence, adjustment) were treated as within-subject factors. There were no significant Gender ϫ Group interactions, and therefore, we dropped gender from our final analyses. Means and standard deviations for both raw and ipsatized scores are provided in Table 2 .
Group Differences in Ideal Affect
To test our first hypothesis regarding cultural differences in ideal affect, we conducted a 3 ϫ 2 (Group ϫ Ideal Affect Type) analysis of covariance. We treated actual HAP and actual LAP as covariates, given the moderate correlation between actual affect and ideal affect observed in and in the present study (see Table 3 ). However, the general pattern of findings held when we did not covary for actual affect.
As predicted and consistent with previous results, there was a significant Group ϫ Ideal Affect Type interaction, F(2, 560) ϭ 6.02, p Ͻ .01. Follow-up analyses of variance (ANOVAs) revealed a significant main effect of group on ideal HAP, F(2, 561) ϭ 3.83, p Ͻ .05, and ideal LAP, F(2, 561) ϭ 8.69, p Ͻ .001. Planned contrasts revealed that European Americans valued HAP more (Cohen's d ϭ 0.27; p Ͻ .05) and LAP less (Cohen's d ϭ 0.39; p Ͻ .001) than Hong Kong Chinese (see Table 2 for means and standard deviations). Also as predicted, Asian Americans valued HAP more than Hong Kong Chinese (Cohen's d ϭ 0.26; p Ͻ .05) and LAP more than European Americans (Cohen's d ϭ 0.38; p Ͻ .01).
To examine whether similar differences also emerged for actual affect, we conducted a 3 ϫ 2 (Group ϫ Actual Affect Type) 
Group Differences in Interpersonal Goals
To test our second hypothesis regarding cultural differences in interpersonal goals, we conducted a 3 ϫ 2 (Group ϫ Goal Type) repeated measures ANOVA. As predicted, the Group ϫ Goal Type interaction was significant, F(2, 528) ϭ 57.85, p Ͻ .001. Follow up ANOVAs revealed a significant main effect of group on influence, F(2, 528) ϭ 61.82, p Ͻ .001, and adjustment goals, F(2, 528) ϭ 17.92, p Ͻ .001. Planned contrasts revealed that as predicted, European Americans endorsed influence goals more (Cohen's d ϭ 1.08, p Ͻ .001) and adjustment goals less (Cohen's d ϭ 0.66, p Ͻ .001) than did Hong Kong Chinese (please see Table 2 for means and standard deviations). Also as predicted, Asian Americans reported endorsing influence goals more than Hong Kong Chinese (Cohen's d ϭ 0.87, p Ͻ .001). Contrary to prediction, Asian Americans did not differ from European Americans in their endorsement of adjustment goals.
Mediators of Group Differences in Ideal HAP and Ideal LAP
To examine our third hypothesis that group differences in global ideal HAP and ideal LAP were due to differences in global self-reported influence and adjustment goals, respectively, we first conducted pairwise correlational analyses (see Table 3 ). As predicted, influence goals were positively correlated with ideal HAP, and adjustment goals were positively correlated with ideal LAP.
We then conducted a series of multiple regressions to test the four criteria for mediation for the observed group differences in ideal HAP and ideal LAP (Baron & Kenny, 1986; Frazier, Tix, & Barron, 2004) . Specifically, we examined whether (a) the independent variable (group) was significantly correlated with the outcome variables (ideal HAP, ideal LAP), (b) the independent variable (group) was significantly correlated with the potential mediator (influence goals or adjustment goals), (c) the potential mediator (influence goals, adjustment goals) was significantly correlated with the outcome variable (ideal HAP, ideal LAP), controlling for the independent variable (group), and (d) the mediational effect was significant according to the Sobel test. Given moderate correlations between actual affect and ideal affect, we treated actual HAP and actual LAP as covariates. As above, the findings did not change when we did not covary for actual affect.
Ideal HAP. First, we examined whether influence goals mediated the difference in ideal HAP between European Americans and Hong Kong Chinese. We created two dummy variables (Group 1, Group 2) that coded European Americans as the comparison group (Aiken & West, 1996; Cohen & Cohen, 1983) . Group 1 compared European Americans with Hong Kong Chinese (European Americans ϭ 0, Asian Americans ϭ 0, Hong Kong Chinese ϭ 1); Group 2 compared European Americans with Asian Americans (European Americans ϭ 0, Asian Americans ϭ 1, Hong Kong Chinese ϭ 0). Both variables were entered simultaneously in the regression analyses. We predicted that the four criteria for mediation would be satisfied for Group 1, but not Group 2 (because previous analyses revealed that Asian Americans and European Americans did not differ in ideal HAP). As predicted: (a) Group 1 was significantly correlated with ideal HAP (B ϭ Ϫ0.10, SE ϭ 0.04, ␤ ϭ Ϫ.11, t ϭϪ2.46, p Ͻ .05), whereas Group 2 was not (B ϭ 0.001, SE ϭ 0.04, ␤ ϭ .002, t ϭ .04, ns); (b) Group 1 was significantly correlated with influence goals (B ϭ Ϫ0.43, SE ϭ .04, ␤ ϭ Ϫ.47, t ϭ Ϫ10.84, p Ͻ .001), as was Group 2 (B ϭ Ϫ0.10, SE ϭ 0.04, ␤ ϭ Ϫ.11, t ϭ Ϫ2.57, p ϭ .01); (c) influence goals were significantly correlated with ideal HAP, controlling for Group 1 and Group 2 (B ϭ 0.13, SE ϭ 0.04, ␤ ϭ .14, t ϭ 3.06, p Ͻ .01); and (d) the Sobel test was significant for Group 1 (-3.11, p Ͻ .01) and Group 2 (-1.98, p ϭ .05). Because Group 1 was no longer a significant predictor of ideal HAP when we included influence goals in the regression (B ϭ Ϫ0.05, SE ϭ 0.04, ␤ ϭ -.06, t ϭ Ϫ1.17, ns), we conclude that influence goals fully mediated the difference in ideal HAP between European Americans and Hong Kong Chinese.
We then examined whether influence goals mediated the difference in ideal HAP between Asian Americans and Hong Kong Chinese. As above, we created two dummy variables (Group 3, Group 4) that coded Asian Americans as the comparison group. Group 3 compared Asian Americans with Hong Kong Chinese (European Americans ϭ 0, Asian Americans ϭ 0, and Hong Kong Chinese ϭ 1), and Group 4 compared Asian Americans with European Americans (European Americans ϭ 1, Asian Americans ϭ 0, Hong Kong Chinese ϭ 0). We predicted that the four criteria for mediation would be satisfied for Group 3, but not Chinese (European Americans ϭ 0, Asian Americans ϭ 0, Hong Kong Chinese ϭ 1), and Group 2 compared European Americans with Asian Americans (European Americans ϭ 0, Asian Americans ϭ 1, and Hong Kong Chinese ϭ 0). We predicted that all four criteria for mediation would be satisfied for both Group 1 and Group 2. Our predictions were partially supported: (a) Group 1 was significantly correlated with ideal LAP (B ϭ 0.13, SE ϭ 0.03, ␤ ϭ .16, t ϭ 3.66, p Ͻ .001), as was Group 2 (B ϭ 0.11, SE ϭ 0.03, ␤ ϭ .15, t ϭ 3.38, p ϭ .001); (b) Group 1 was significantly correlated with adjustment goals (B ϭ 0.22, SE ϭ 0.04, ␤ ϭ .27, t ϭ 5.68, p Ͻ .001), but Group 2 was not (B ϭ 0.03, SE ϭ 0.04, ␤ ϭ .04, t ϭ 0.80, ns); (c) adjustment goals were significantly correlated with ideal LAP, controlling for Group 1 and Group 2 (B ϭ 0.12, SE ϭ 0.04, ␤ ϭ .13, t ϭ 3.04, p Ͻ.01); and (d) the Sobel test was significant for Group 1 (2.63, p Ͻ .01) but not for Group 2 (0.73, ns). Because Group 1 remained a significant predictor of ideal LAP after adjustment goals were entered into the equation (B ϭ 0.10, SE ϭ 0.04, ␤ ϭ .13, t ϭ 2.72, p Ͻ .01), we conclude that adjustment goals only partially mediated the difference in ideal LAP between European Americans and Hong Kong Chinese. Contrary to prediction, adjustment goals did not mediate the difference in ideal LAP between European Americans and Asian Americans.
In summary, consistent with the third hypothesis, group differences in ideal HAP were mediated by influence goals, and the difference in ideal LAP between European Americans and Hong Kong Chinese was partially mediated by adjustment goals. Contrary to hypotheses, the difference in ideal LAP between European Americans and Asian Americans was not mediated by adjustment goals, suggesting that other factors play a role in shaping ideal LAP.
Discussion
Overall, the findings from Study 1 supported all three hypotheses. The predicted group differences in ideal HAP and ideal LAP emerged, as did the predicted group differences in influence and adjustment goals. Most important, the majority of group differences in ideal HAP and LAP were mediated by influence and adjustment goals, respectively. Thus, at the global level, cultural differences in ideal affect appear to be due to cultural differences in interpersonal goals. Because the difference between European Americans and Asian Americans in ideal LAP was not mediated by adjustment goals, it is likely that other factors also influence ideal LAP.
The present study was limited in two ways. First, previous findings suggest that in many collectivistic contexts, conceptions of the self are more situationally malleable than in many individualistic contexts (e.g., East Asian cultures). Consequently, global reports are often less reliable in collectivistic contexts compared with individualistic ones (e.g., Choi & Choi, 2002) . This may explain why across instruments, the internal consistency estimates were lower for Hong Kong Chinese compared with the other two groups in this study. Thus, it would be important to demonstrate similar associations between interpersonal goals and ideal affect at the situational level. Second, because the present study was correlational in design, we could not draw any conclusions about the causal direction of the observed associations. To address these two limitations, we experimentally manipulated influence and adjustment goals in the laboratory to see whether they produced the predicted differences in ideal HAP and LAP.
Studies 2-4: Experimental Manipulations of Influence and Adjustment Goals and Ideal Affect
Several scholars have used experimental manipulations at the situational level to simulate processes that they predict occur at the cultural level (e.g., Hong, Morris, Chiu, & Benet-Martinez, 2000; Kim, 2002; Lam, Buehler, McFarland, Ross, & Cheung, 2005; Lee, Aaker, & Gardner, 2000) . For example, Gardner, Gabriel, and Lee (1999) observed that although Hong Kong Chinese endorse more collectivistic and less individualistic values than European Americans on average, for both groups, priming the independent self increased endorsement of individualistic values, and priming the interdependent self increased endorsement of collectivistic values. In other words, although European Americans and Hong Kong Chinese differ in individualism and collectivism on average, in specific situations, European Americans may behave more like Hong Kong Chinese, and in other situations, Hong Kong Chinese may behave more like European Americans. These findings suggest that although individuals in some cultures may chronically engage in some behaviors more than individuals in other cultures, individuals of all cultures may have the capacity to engage in the behavior in some way. In the following three studies, we used a similar approach to test our hypotheses regarding the links between influence goals and ideal HAP and between adjustment goals and ideal LAP.
Study 2
In Study 2, we manipulated influence and adjustment goals by having dyads work on a card-matching task. Within each dyad, partners were randomly assigned to either the influencer or the adjuster condition. In the middle of the task (while participants were still aiming to influence or to adjust to each other), we assessed actual and ideal affect. Participants then completed the task. At the end of the task, we administered a self-report measure of influence and adjustment goals as a manipulation check.
Hypotheses
We predicted that across cultural groups, participants in the influencer condition would value HAP more and LAP less than those in the adjuster condition (i.e., the Goal Condition ϫ Ideal Affect Type interaction would be significant). Although we predicted that the effect of goal condition would hold across cultural groups, we did not have any predictions regarding the interaction of group and goal conditions. Because we were primarily manipulating influence and adjustment goals, we did not predict differences in actual HAP or actual LAP.
Method Participants
Our sample consisted of 30 European American, 28 Asian American, and 32 Hong Kong Chinese female students from top-tier universities in the United States and Hong Kong. Participants were recruited to participate in a "mood and puzzle solving" study with the same procedures and criteria described in Study 1. To meet normality and homogeneity of variance assumptions, we identified participants whose scores were outside the 95% confidence interval of their group mean as outliers (by SPSS) and excluded them from analyses (McClelland, 2000) . Each participant was paid for her participation based on university norms (US$15 for American participants; HK$80 for Hong Kong participants). There were no significant cultural group differences in age (M ϭ 20.13, SE ϭ 0.27).
Procedure
Participants were run in dyads. Each dyad comprised participants of the same cultural background (e.g., European Americans were paired with European Americans) to control for the effects of working with someone of a different cultural background. Upon arrival at the laboratory, the experimenter first verified that the participants did not know each other (participants were rescheduled if they did).
Participants were seated at opposite sides of a small table. A small screen was placed in the middle of the table so that participants could only see each other's face and upper body. Participants were then introduced to the experimental task, which was based on Schober and Clark's (1989) task, but altered for the purposes of the study. Participants were given identical sets of 16 cards, with a different geometric figure (tangram) on each card. Participants were also given 12-card sorting frames. Participants were told that their task was to "both end up with 12 of these cards in the same order on your sorting frames." Participants were then randomly assigned to either the Leader (influencer condition) or Matcher role (adjuster condition). Leaders received the following instructions:
As the Leader, you will choose 12 tangram figures and decide how to order them. Choose an order that makes the most sense to you. Once you have decided on the order of the tangram figures, your job will be to describe verbally each tangram figure to the Matcher, so that she can come up with the order in which you have put your tangram figures.
When the Matcher thinks she knows which figure you are describing, she will hold up the figure. At that point, you can tell the Matcher whether or not she is correct. If she chooses the incorrect figure, you should re-describe the figure. Do you have any questions?
Matchers received the following instructions:
As the Matcher, your job is to try to put your tangram figures in the same order as the Leader's. You should try to figure out which tangram figure the Leader is describing. Keep in mind that the Leader has placed the tangram figure in an order that makes the most sense to her, so try to think about the Leader's frame of mind when you are trying to figure out what tangram figure she's describing.
If the description the Leader gives you is unclear, you may ask her to clarify her description. When you are certain you know which figure the Leader is describing, you should hold up the figure so that the Leader can tell you whether or not you have the correct figure. Do you have any questions?
The experimenter was in the adjoining room, videotaping the interaction. Three fourths of the way through the task (after the dyad had matched 8 of the 12 cards), the experimenter interrupted the dyad and asked participants to complete the measures of actual and ideal affect (described below). These measures were administered in the middle of the task to ensure that participants had enough time to internalize the goals associated with their respective roles and that the induced goals were still salient and relevant. After completing the affect measures, participants finished the task and then completed the measure of influence and adjustment goals (described below). Participants were debriefed and compensated for their participation.
Instruments
Actual and ideal affect. To assess ideal affect, we had respondents complete a modified version of the Affect Valuation Index , in which they were asked to "rate how much you would IDEALLY like to feel" 24 different states "right now." To assess actual affect, we had respondents rate "how much you ACTUALLY feel" the same states "right now." A 7-point scale was used to increase the range of possible ratings (pretesting revealed ceiling effects with the 5-point scale used in Study 1). Although all octants of the affective circumplex (Watson & Tellegen, 1985) were sampled, we focused on HAP (i.e., enthusiastic, excited, energetic) and LAP (i.e., calm, peaceful, relaxed). We used energetic rather than elated (which was used in Study 1) because pretesting revealed that this HAP state was more relevant to the experimental task. Internal consistency estimates (based on raw scores) for European Americans, Asian Americans, and Hong Kong Chinese, respectively, were .89, .86, and .90 for actual HAP; .81, .69, and .78 for ideal HAP; .78, .72, and .81 for actual LAP; and .84, .92, and .71 for ideal LAP. As in Study 1, scores were ipsatized to account for potential cultural and individual differences in response style. We then calculated ideal HAP and ideal LAP scores by aggregating the relevant ipsatized items. We followed the same procedure for actual affect. Findings did not change when we used raw scores; therefore, as in Study 1, we only report analyses of ipsatized scores to conserve space.
Manipulation check.
At the end of the study, participants completed an abridged version (32-item) of the Circumplex Scale of Interpersonal Values used in Study 1. For influence and adjustment goals, we administered a subset of items used in Study 1. Similar to Study 1, we created aggregates of influence and adjustment goals based on factor analyses conducted on raw scores. The influence goal aggregate included three items, one reflecting asserting the self (i.e., "I appeared confident") and the other two reflecting changing others (i.e., "I had an impact on my partner," "My partner respected what I had to say"). The adjustment goal aggregate also included three items, one reflecting suppressing the self (i.e., "I did not reveal what I am really like") and two reflecting conforming to others (i.e., "I did what my partner wanted me to do," "I went along with what my partner wanted me to do"). Internal consistency estimates (based on raw scores) for European Americans, Asian Americans, and Hong Kong Chinese, respectively, were .69, .65, and .54 for influence goals and .34, .62, and .65 for adjustment goals. The low alpha of adjustment goals for European Americans is likely due to low variance. As in Study 1, scores were ipsatized to account for potential cultural and individual differences in response style; findings did not change when we used raw scores, and therefore, we report analyses of ipsatized scores only. We predicted that if the manipulation was effective, leaders would endorse influence goals more and adjustment goals less than matchers.
Results and Data Analyses
We first assessed whether the manipulation was effective. We then tested the hypothesis that participants in the influencer condition (leaders) would value HAP more and LAP less than participants in the adjuster condition (matchers) across cultures. Dyad was the unit of analysis (i.e., dyads were treated as subjects). Group (European Americans, Asian Americans, Hong Kong Chinese) was treated as a between-subjects factor, and goal condition (leader, matcher), affect type (HAP, LAP), and goal type (influence, adjustment) were treated as within-subjects factors.
Manipulation Check
To assess whether the experimental manipulation effectively elicited influence and adjustment goals, we conducted a 3 ϫ 2 ϫ 2 (Group ϫ Goal Condition ϫ Goal Type) repeated measures ANOVA. As predicted, the Goal Condition ϫ Goal Type interaction was significant, F(1, 42) ϭ 56.21, p Ͻ .001. Follow-up analyses revealed that across groups, leaders endorsed influence goals more (leaders ϭ 0.58, SE ϭ 0.05; matchers ϭ 0.06, SE ϭ 0.07), F(1, 42) ϭ 29.78, p Ͻ .001, and adjustment goals less than matchers (leaders ϭ Ϫ0.42, SE ϭ 0.07; matchers ϭ 0.16, SE ϭ 0.07); F(1, 42) ϭ 35.30, p Ͻ .001. There were no significant interactions involving group, suggesting that the manipulation was effective across groups.
Ideal and Actual HAP and LAP
To assess whether the manipulation produced differences in ideal affect, we conducted a 3 ϫ 2 ϫ 2 (Group ϫ Goal Condition ϫ Ideal Affect Type) repeated measures ANOVA. As predicted and shown in Figure 1 , there was a significant Goal Condition ϫ Ideal Affect Type interaction, F(1, 42) ϭ 4.33, p Ͻ .05. To decompose this interaction, we conducted separate 3 ϫ 2 (Group ϫ Goal Condition) repeated measures ANOVAs on ideal HAP and ideal LAP. To ensure that the effects of goal condition on ideal affect held across groups, we included group in our analyses. As predicted, there was a significant main effect of goal condition on ideal HAP, F(1, 42) ϭ 4.67, p Ͻ .05, Cohen's d ϭ 0.45, with leaders valuing HAP significantly more than matchers. Although matchers valued LAP more than leaders, this difference only approached significance, F(1, 42) ϭ 2.57, p ϭ .12, Cohen's d ϭ 0.35. There were no significant interactions involving group, supporting our prediction that the relationship between interpersonal goals and ideal affect held across cultural groups.
To assess whether the manipulation produced differences in actual affect, we conducted a 3 ϫ 2 ϫ 2 (Group ϫ Goal Condition ϫ Actual Affect Type) repeated measures ANOVA. The Goal Condition ϫ Actual Affect Type interaction was not significant, F(1, 42) ϭ 1.21, ns. Thus, experimentally manipulated influence and adjustment goals produced predicted differences in ideal but not actual HAP and LAP.
Discussion
As hypothesized, across cultural contexts, when interacting with another person, participants with influence goals valued HAP more than did participants with adjustment goals. Participants with adjustment goals also valued LAP more than those with influence goals, although this difference only approached significance. These findings lend support to the notion that influence and adjustment goals produce ideal HAP and LAP (and not actual HAP or actual LAP) at the situational level.
Study 2, however, also had some limitations. First, because participants in the influencer and adjuster conditions were labeled as leaders and matchers, respectively, it was possible that the observed differences in ideal HAP and ideal LAP were due to participants' representations of leaders and matchers rather than to the experimental manipulation per se. Second, the differences in ideal LAP only approached significance. On the one hand, this was surprising because the manipulation check suggested significant differences in adjustment goals. On the other hand, although participants in the adjustment condition were required to attend to their partners' demands, they were not explicitly required to suppress their own preferences in order to do so. Indeed, post-hoc comparisons revealed that matchers did not significantly differ from leaders in terms of their goal to suppress the self (i.e., "I did not reveal what I am really like"; leader ϭ Ϫ0.98, SE ϭ 0.10; matcher ϭ Ϫ0.96, SE ϭ 0.07); F(1, 42) ϭ .02, ns. Study 3 addressed both of these limitations.
Study 3
Study 3 was similar to Study 2, with a few modifications. To ensure that differences in ideal affect were not due to participants' representations of leaders and matchers, we referred to the roles as "A" and "B." To simulate the suppression of personal preference among adjusters, prior to receiving any instruction about the task, we asked both participants to put their cards "in an order that made the most sense to them." Participants randomly assigned to the adjuster condition were then asked to take their cards out of their own order so that they could place the cards in the order determined by their partner.
Hypotheses
As in Study 2, we hypothesized that across cultural groups, participants in the influencer condition would value HAP more and LAP less than those in the adjuster condition (a significant Goal Condition ϫ Ideal Affect Type interaction).
Method Participants
A sample of 32 European American, 30 Asian American, and 32 Hong Kong Chinese female undergraduates participated in a "mood and puzzle solving study" for pay based on university norms (US$15 for American participants; HK$80 for Hong Kong participants). Participants were recruited with the same criteria as in Study 1. To meet normality and homogeneity of variance assumptions, we identified participants whose scores were outside the 95% confidence interval of their group mean as outliers (by SPSS) and excluded them from analyses (McClelland, 2000) .
Procedure
As in Study 2, participants were run in dyads. The procedures were similar to those of Study 2 with a few changes. As stated above, prior to receiving any task instruction, participants were first asked to put their cards in an order that made the most sense to them. To reduce the length of the task, participants were given 9-card sorting frames and identical sets of 11 cards (rather than 12-card sorting frames and sets of 16 cards as in Study 2). The participants were randomly assigned to either Role A or Role B (A referred to the influencer condition in half of the sessions and to the adjuster condition in the other half). Participants in the adjuster condition were asked to take their cards out of their own order, in preparation for putting their cards in their partner's order. Approximately two thirds of the way through the task (when participants reached the 7th card), the experimenter interrupted the dyad and asked participants to complete the actual and ideal affect measures. Participants finished the task and then completed the self-report measure of influence and adjustment goals as a manipulation check.
Instruments
Actual and ideal affect. As in Study 2, we administered an abridged version of the AVI. Internal consistency estimates for European Americans, Asian Americans, and Hong Kong Chinese were, respectively, .91, .87, and .89 for actual HAP; .76, .93, and .67 for ideal HAP; .84, .70, and .20 for actual LAP; and .82, .64, and .69 for ideal LAP. The low alpha for actual LAP among Hong Kong Chinese was likely due to low variance.
Manipulation check. As in Study 2, we administered an abridged version of the Circumplex Scale of Interpersonal Values (32 items). As in Studies 1 and 2, based on factor analyses conducted on raw scores, we created aggregates of influence and adjustment goals. The influence goals aggregate was comprised of two items (i.e., "my partner listens to what I have to say" and "I have an impact on my partner"); the adjustment goals aggregate was comprised of four items (i.e., "I do what my partner wants," "I do not get in my partner's way," "I go along with what my partner wants," and "I do not let my partner know what I am thinking or feeling"). Internal consistency estimates for European Americans, Asian Americans, and Hong Kong Chinese were .73, .67, and .52 for influence goals and .65, .63, and .66 for adjustment goals, respectively.
As in Studies 1 and 2, we ipsatized scores for the affect and interpersonal goal measures to account for possible cultural and individual differences in response styles. We conducted analyses on both raw and ipsatized scores, but because the findings were similar for raw and ipsatized scores, we report analyses of ipsatized scores only.
Results and Data Analyses
As in Study 2, dyad was the unit of analysis, and therefore, group (European Americans, Asian Americans, Hong Kong Chinese) was treated as a between-subjects factor; goal condition (influencer, adjuster), goal type (influence, adjustment), and affect type (HAP, LAP) were treated as within-subjects factors.
Manipulation Check
To assess whether the experimental manipulation effectively elicited influence and adjustment goals, we conducted a 3 ϫ 2 ϫ 2 (Group ϫ Goal Condition ϫ Goal Type) repeated measures ANOVA. As predicted, the Goal Condition ϫ Goal Type interaction was significant, F(1, 44) ϭ 43.52, p Ͻ .001. Follow-up analyses revealed that across groups, participants in the influencer condition endorsed influence goals more (influencer ϭ 0.77, SE ϭ 0.09; adjuster ϭ 0.05, SE ϭ 0.10); F(1, 44) ϭ 38.04, p Ͻ .001, and adjustment goals less (influencer ϭ Ϫ0.18, SE ϭ 0.05; adjuster ϭ 0.27, SE ϭ 0.07); F(1, 44) ϭ 27.71, p Ͻ .001, than participants in the adjuster condition. There were no significant interactions involving group, suggesting that the manipulation was effective in eliciting influence and adjustment goals across groups.
Ideal and Actual HAP and LAP
To assess the effects of influence and adjustment goals on ideal affect, we conducted a 3 ϫ 2 ϫ 2 (Group ϫ Goal Condition ϫ Ideal Affect Type) repeated measures ANOVA. As predicted and as shown in Figure 2 , there was a significant Goal Condition ϫ Ideal Affect Type interaction, F(1, 44) ϭ 6.57, p Ͻ .05. To decompose this interaction, we conducted separate 3 ϫ 2 (Group ϫ Goal Condition) repeated measures ANOVAs on ideal HAP and ideal LAP. As predicted, there was a significant main effect of goal condition on ideal HAP, F(1, 44) ϭ 4.29, p Ͻ .05; Cohen's d ϭ 0.45, with participants in the influencer condition valuing HAP significantly more than participants in the adjuster condition. Also as predicted, there was a significant main effect of goal condition on ideal LAP, F(1, 44) ϭ 4.42, p Ͻ .05; Cohen's d ϭ 0.39, with participants in the adjuster condition valuing LAP significantly more than participants in the influencer condition. There were no significant interactions involving group for any of these analyses, supporting the prediction that the links between interpersonal goals and ideal affect would hold across cultural groups.
To assess whether the experimental manipulations produced differences in actual HAP or LAP, we conducted a 3 ϫ 2 ϫ 2 (Group ϫ Goal Condition ϫ Actual Affect Type) repeated measures ANOVA. As in Study 2, the Goal Condition ϫ Actual Affect Type interaction was not significant, F(1, 44) ϭ 1.20, ns. Thus, the influencer and adjuster conditions altered ideal HAP and LAP, but not actual HAP or LAP.
Discussion
As in Study 2, participants in the influencer condition valued HAP significantly more than those in the adjuster condition across groups. Also as in Study 2, participants in the adjuster condition valued LAP more than those in the influencer condition; however, unlike Study 2, these differences were significant. In this study, we did not use the leader or matcher terms, and therefore, the observed differences in ideal affect could not be attributed to participants' notions of what affective states leaders and matchers should value. As in Study 2, the experimental manipulations altered ideal HAP and LAP, but not actual HAP or LAP.
In summary, findings from Studies 2 and 3 support our predictions that across cultures, influence and adjustment goals produce differences in ideal HAP and ideal LAP at the situational level. These studies, however, were limited in several ways. First, we elicited influence and adjustment goals by having participants behave in an influencing or adjusting way. Therefore, it was possible that the observed differences in ideal HAP and LAP were due to differences in influence and adjustment behaviors rather than goals. Second, the assessments of ideal affect were based on self-report. Thus, it remains unknown whether the associations between influence goals and ideal HAP and between adjustment goals and ideal LAP generalize to behavioral measures of ideal affect. Indeed, the third premise of AVT proposes that people make behavioral choices that reflect their ideal affect. Finally, Studies 2 and 3 were conducted on women, and therefore, we do not know whether the observed findings generalize to men. To address these limitations, we conducted a fourth and final study.
Study 4
To separate the effects of interpersonal behaviors from those of interpersonal goals, we told participants to prepare either to influence or to adjust to their partners. To examine whether our findings generalized to behavioral measures of ideal affect, we gave participants a choice between listening to HAP or LAP music. Finally, we conducted the study on men as well as women to see whether the links between influence goals and ideal HAP and between adjustment goals and ideal LAP generalize across genders.
Hypotheses
We predicted that regardless of their cultural grouping or gender, participants in the influencer condition would be more likely to choose HAP (vs. LAP) music than participants in the adjuster condition (i.e., the main effect of goal condition would be significant).
Method Participants
A sample of 47 European Americans (55.3% female, 44.7% male), 45 Asian Americans (46.7% female, 53.3% male), and 48 Hong Kong Chinese (54.2% female, 45.8% male) undergraduates participated in a "music and performance" study for pay based on university norms (US$10 for American participants, HK$50 for Hong Kong participants). Participants were recruited using the same criteria and methods as those used in the previous studies.
Procedure
When participants arrived at the lab, they were told that they would be participating in the study with another person, who had not yet arrived (in actuality, there was no other participant). After a few minutes, the experimenter told the participant that they would begin reviewing the experimental task while they waited for the other participant to arrive. Participants were randomly assigned to either the influencer or adjuster conditions. Participants in the influencer condition were given the following instructions:
Your job will be to first build an object of your choice using all of the building blocks provided. Then, you will explain to your partner how she (he) should build your object. You will need to give clear and precise directions to your partner so that she (he) can follow them accurately. You can watch your partner's progress and give her (him) feedback on the work that she (he) is doing. However, you will not show your object to your partner at any time. If your directions are unclear, your partner may ask you to clarify. It is really important that you give precise instructions to your partner so that you can lead her (him) in building the object as efficiently as possible.
Participants in the adjuster condition were given the following instructions:
Your partner will build an object using all of the building blocks available to her (him). Your job will be to follow your partner's directions and build her (his) object using the set of building blocks in front of you. You will need to pay close attention to what your partner tells you so that you can follow her (his) directions accurately. Your partner will watch your progress and give you feedback on what you are doing. Please refrain from talking but if your partner's directions are unclear, you can ask her (him) to clarify her (his) directions by saying, "can you please clarify your directions." It is really important that you carefully attend to your partner's instructions precisely so that you can follow them and build the object as efficiently as possible.
Experimenters asked participants whether they understood their roles (all participants reported understanding the instructions). A few minutes later, the participant was told that because the other participant had not yet arrived, she (he) could begin listening to music, which "has been shown to be good for increasing your performance in this task." The participant was presented with two music compact discs (CDs; described below) and asked to "choose the CD that will help you most in your role." Participants were debriefed and compensated for their participation.
Instruments
Behavioral measure of ideal affect. Participants were asked to choose between two CDs, developed for the present study. The HAP CD was titled Soundsplash; its cover depicted a man surfing and being closely followed by a large wave. The back of the CD cover contained fictitious music reviews, such as "High energy, lively jives-Music Internationale" and "This will totally get you invigorated-Music Dish." The LAP CD was titled, Windchants; its cover depicted a man meditating on a rock overlooking a bay. The back of this CD cover also contained fictitious music reviews, such as "Relaxing tunes-Music Internationale" and "Guaranteed to chill you out-Music Dish."
The front of the CD covers (i.e., without the music reviews) were pretested on a separate sample of 16 European American, 13 Asian American, and 17 Hong Kong Chinese undergraduates to ensure that the Soundsplash CD was primarily associated with HAP and that the Windchants CD was primarily associated with LAP. Participants were shown the CD covers and asked, "To what extent do you think listening to Soundsplash would make you feel each of the following emotions?" Participants were asked the same question for Windchants. Participants used a 5-point scale (ranging from 1 ϭ not at all to 5 ϭ extremely) to rate how much the CDs elicited HAP (enthusiasm, excitement, energetic), LAP (calm, peacefulness, relaxation), high-arousal negative (fear, nervousness), low-arousal negative (dull, sluggishness), and negative (unhappy, sad) states. Participants' responses were ipsatized to control for response style differences.
We 
Results and Data Analysis
Participants were run in individual sessions, and therefore, individual was the unit of analysis. Group, CD choice, gender, and goal condition were treated as categorical variables. Because there were three groups, we created two dummy variables (Group 1, Group 2) that coded European Americans as the reference group (Aiken & West, 1996; Cohen & Cohen, 1983) . Group 1 compared European Americans with Hong Kong Chinese (European Americans ϭ 0, Asian Americans ϭ 0, Hong Kong Chinese ϭ 1); Group 2 compared European Americans with Asian Americans (European Americans ϭ 0, Asian Americans ϭ 1, and Hong Kong Chinese ϭ 0). To assess the effects of interpersonal goals on ideal affect, we conducted a binary logistic regression, regressing CD choice (0 ϭ LAP, 1 ϭ HAP) onto Group 1, Group 2, gender (0 ϭ female, 1 ϭ male), and goal condition (0 ϭ adjuster, 1 ϭ influencer) at the first step, Group 1 ϫ Goal Condition and Group 2 ϫ Goal Condition at the second step, Group 1 ϫ Gender and Group 2 ϫ Gender at the third step, Goal Condition ϫ Gender at the fourth step, and Group 1 ϫ Goal Condition ϫ Gender and Group 2 ϫ Goal Condition ϫ Gender at the fifth step. None of the interactions significantly contributed to the model, and therefore, they are not discussed further.
Analyses revealed that the model was significant at the first step, 2 (4, N ϭ 140) ϭ 18.06, p Ͻ .001. As predicted, goal condition was a significant predictor of CD choice (B ϭ 1.28, SE ϭ 0.38, Wald ϭ 11.39, p Ͻ .001): Participants in the influencer condition were 3.59 times more likely to choose the HAP (vs. LAP) CD than participants in the adjuster condition. This difference is illustrated in Figure 3 .
Group 1 (B ϭ 0.99, SE ϭ 0.45, Wald ϭ 4.86, p Ͻ .05) and Group 2 (B ϭ 0.92, SE ϭ 0.46, Wald ϭ 4.08, p Ͻ .05) were also significant predictors of CD choice: European Americans were 2.70 times more likely to choose the HAP (vs. LAP) CD than Hong Kong Chinese and 2.51 times more likely to choose the HAP (vs. LAP) CD than Asian Americans. These differences are also illustrated in Figure 3 . We conducted similar analyses with a different set of dummy variables that treated Asian Americans as the reference group to assess whether Asian Americans and Hong Kong Chinese differed in their choice of CD; analyses revealed that they did not (B ϭ 0.07, SE ϭ 0.46, Wald ϭ .02, ns). Gender was not a significant predictor of CD choice.
Discussion
As predicted, across cultural groups and genders, participants in the influencer condition were more likely to choose the HAP (vs. LAP) CD than were participants in the adjuster condition. Because participants made these choices before they actually interacted with another person (i.e., while they were preparing to influence or adjust), these findings most directly illustrate the link between influence and adjustment goals and ideal HAP and LAP and cannot be attributed to the different behavioral demands of the influencer and adjuster roles. Moreover, these findings suggest that the proposed links between interpersonal goals and ideal affect hold for behavioral as well as self-report measures of ideal affect.
A significant group difference in CD choice also emerged: Regardless of goal condition or gender, European Americans were more likely to choose the HAP (vs. LAP) CD than were Hong Kong Chinese and Asian Americans. These findings are consistent with previous work Tsai, Louie, et al. 2007 ).
In summary, Studies 2-4 established that when experimentally and situationally induced, influence and adjustment goals produce differences in ideal HAP and ideal LAP across cultures.
General Discussion
In this article, we tested the hypothesis that people and cultures that aim to influence others value HAP states more and LAP states less than people and cultures that aim to adjust to others. We found support for this hypothesis in four studies that varied in their levels of analysis, samples, and methods. Our findings suggest that people with influence goals value HAP more and LAP less than people with adjustment goals at both the global (Study 1) and situational levels (Studies 2-4). Because there were no significant Gender ϫ Group interactions in Studies 1 and 4, our findings also suggest that these associations hold for both men and women. Finally, our results suggest that influence and adjustment goals produce differences in ideal HAP and ideal LAP when self-report (Studies 1-3) and behavioral (Study 4) measures of ideal affect are obtained.
Consistent with previous findings and our predictions, European Americans and Asian Americans valued HAP more than did Hong Kong Chinese, whereas Asian Americans and Hong Kong Chinese valued LAP more than did European Americans. Although not the focus of our present studies, one could also examine whether the cultural groups differed in their valuation of HAP relative to LAP. Here we also observed patterns that are generally consistent with previous findings Tsai, Louie, et al., 2007) : In Studies 1 and 4, Asian Americans and Hong Kong Chinese valued LAP more than HAP, and in Study 4, European Americans preferred HAP slightly more than LAP. However, one finding contradicted previous work: In Study 1, European Americans valued LAP more than HAP. Although we await further replication before interpreting this finding, it suggests that cultural differences in the valuation of ideal HAP and ideal LAP may be more stable than cultural differences in the valuation of ideal HAP relative to ideal LAP.
Although we found the predicted cultural differences in ideal affect and interpersonal goals, interesting cultural similarities also emerged. In Study 1, all participants endorsed influence goals more than adjustment goals. Moreover, in all of the studies, the links between influence goals and ideal HAP and between adjustment goals and ideal LAP held across cultures, and there were no interactions involving culture. Thus, although we found evidence in support of our predicted cultural differences, we also observed striking cultural similarities. These similarities may reflect the homogenizing effect of attending college. For example, previous studies suggest that individuals with college degrees are more likely to endorse influence behaviors than individuals without college degrees (Snibbe & Markus, 2005) . Indeed, the similarity of the samples in terms of academic attainment, occupational status, and stage of life may explain why we could easily manipulate influence and adjustment goals to induce ideal HAP and ideal LAP across cultures. Future studies should examine whether our findings generalize to more diverse community samples.
In addition to identifying the specific factors that account for cultural differences in ideal affect, our findings contribute to the existing literature in several ways. Although several scholars have documented differences in various emotional phenomena between individualistic and collectivistic contexts (e.g., Kitayama, Markus, & Kurokawa, 2000; Mesquita & Karasawa, 2002) , the present findings are among the first to move beyond cross-national comparisons by examining the specific aspects of individualism and collectivism that produce such differences. Our findings also extend existing research on influence and adjustment goals to include Hong Kong Chinese and Asian American samples.
More generally, our findings add to an increasing literature that suggests that processes that occur at the cultural level may mimic processes that occur at the situational level. Indeed, we found that across cultures, when individuals had influence goals they valued HAP more and LAP less than when they had adjustment goals. These findings suggest that cultural differences in ideal HAP and ideal LAP at the global level may be due to cultural differences in the frequency of influence and adjustment cues in American and Hong Kong Chinese environments. In other words, European Americans and Asian Americans may be continuously primed to want to influence others more than Hong Kong Chinese, and therefore, European and Asian Americans value HAP more than Hong Kong Chinese. Similarly, Hong Kong Chinese may be continuously primed to want to adjust to others more than European Americans, and therefore, Hong Kong Chinese value LAP more than European Americans. Because the effects of the experimental manipulations on ideal affect were similar across the different cultural groups, our findings also suggest that the chronic endorsement of a specific goal does not necessarily alter the relationship between that goal and ideal affect at the situational level. On the one hand, this finding may seem to contradict arguments that cultural ideas and practices influence situational processes. On the other hand, it is possible that there may be specific conditions under which cultural and situational processes do and do not interact.
Limitations and Future Directions
The present studies have a number of limitations that generate important directions for future research. First, although we demonstrated links between interpersonal goals and ideal affect at the situational and cultural levels, it would be important to examine these links longitudinally within subjects. For instance, researchers might track recent Chinese immigrants over time to examine whether they begin to value influence more and adjustment less as they acculturate to American culture and whether such changes in interpersonal goals cause changes in their ideal affect.
Second, our studies focused on the early stages of influence and adjustment (i.e., when people were preparing to influence or adjust to others). Future studies might examine the ideal affective states associated with different stages of influence and adjustment, and the changes in ideal affect that occur as a function of the specific people individuals are trying to influence or to whom they are trying to adjust. Third, we focused on American and East Asian cultural contexts. Future studies should examine whether our findings hold for other individualistic and collectivistic cultures (e.g., English and Mexican cultures) and whether other cultural factors (e.g., time orientation, power distance or tightness or looseness) account for variation in ideal affect.
Finally, because our previous studies find that on average, people want to feel more positive than negative, we focused on the valuation of positive states. However, there are obviously circumstances (e.g., fighting with a competitor) under which people may want to feel negative. Under these conditions, people with influence goals may value high-arousal negative states (e.g., hostility) more and low-arousal negative states (e.g., dullness) less than people with adjustment goals. Although we did not find differences in ideal high-arousal negative or low-arousal negative in any of the present studies, we suspect this was because the tasks used in these studies were relatively nonthreatening. Future studies that place participants in more threatening or offensive situations may reveal variation in the valuation of high-and low-arousal negative affective states.
In conclusion, our findings suggest that previously observed cultural differences in ideal high-arousal and low-arousal positive states are due to influence and adjustment goals. Across and within cultures, people who aim to influence others value high-arousal positive states more and low-arousal positive states less than people who aim to adjust to others. These findings take us one step closer to understanding the specific mechanisms underlying cultural differences in how people ideally want to feel.
